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1992 Annual Index of Articles 


Based on the Million Dollar Round Table 
Information Retrieval Index 


100 Accident and Health Insurance 


Start in Your Own Back Yard 
Eusebio, January 
Disability Double Trouble 
Eusebio, February 
Can they get there if they are disabled? 
Eusebio, March 
Be a generalist Campo, April 
Five good prospects for disability income 
Eusebio, April 
Why? Because people become disabled. 
Eusebio, May 
Buying a Health Care Plan 
Boldt-Lacy, June 
A Town Meeting on Health Care 
Sadler, June 
Major Medical Insurance Stanley, June 


Long-Term Care Insurance Tassey, June 
Sell concepts, not comparisons 
Eusebio, July 
A business can get sick or hurt too 
Hill, July 


Make your presentation understood 
and remembered Eusebio, August 


Businesses (and people) need disability income 


Eusebio, September 
Accelerated benefits Ballew, November 


Do you collect companies? 
Eusebio, November 


Stay Healthy: Pay less for health insurance 
Lynch, November 


Ware, November 


Is disability income in your inventory? 
Eusebio, December 


Medicare and Medicaid 


What's new in the individual disability 
marketplace? Maher, December 


Disability Coverage: Consumers still don't 
recognize the need Pillsbury, December 


Don't be complacent about health 
care changes Sadler, December 


Disability income medicine eases most 
aches and pains Smith, December 
Fee-for-service dental program 

Thomas, December 


400 Advertising/Public Relations 
Needed vehicles for the road to prospecting 
Maher, May 


Credibility: How to establish it; how to 
capitalize on it Lovas, june 


Boost your image with personal PR 
Maher, August 


500 Agency 
Pre-contract Performance Testing of New 
Agency People Meyer, January 
New Agents: Prime Source of Prospects 
Meyer, February 
Failed insurance companies and you 
Meyer, March 
The pat on the back Meyer, April 
C'mon, take a peak inside Meyer, May 
Listen Your Way Up the Ladder 
Meyer, June 
Are you good at asking questions? 
Meyer, July 
Working with the top gun 
Meyer, August 
Memory: a management skill 
Meyer, September 
Service: efficiency, effectiveness and courtesy 
Meyer, November 


Time control continues to be a vexing problem 
Meyer, December 


600 Agent as a Businessperson 


Brokers: Use them or not, you need to know 
what they offer Diggs, January 
Multi-channel distribution in the competitive 
90s Jackson, July 
Using property/casualty to become a 
successful life agent Nottingham, August 
Jackson, September 
Full Services Financial Planning 

Zinkewicz, November 


The new challenge 


700 Annuities 
Show the concepts, not the numbers 
Adams, July 


Variable Annuities Pillsbury, September 
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Accelerated benefits Ballew, November 


1000 Associations 

Highlights of the NALU Annual Meeting in 
Atlanta Pillsbury, November 
1400 Business Insurance 


Nonqualified retirement plans for small 
corporations Damora, August 


Succession Planning: Now what do you do? 
Brown, November 


Financial planning for small business owners 
Maher, November 


1450 Buy/Sell 
The New Buy/Sell 


Use of ESOPS as a nontraditional form of buy- 
sell agreement Rolph, July 


Ware, June 


1600 Charity (Foundations, Gifts 
Bequests) 


Insurers examine benefits of Charitable 
Remainder Trusts 
Jacoby and Brown, November 

1800 Communications 
Body language speaks louder than words 

Abrams, August 
1900 Competition 
Understanding Long-Term Care 

Hicks, February 
2000 Computers 


Financial Text Software 
Morrow, February 


Brighten your agency with automation 
Maher, September 
2060 Continuing Education 


The continually educated professional 
Fehsenfeld, March 


Earning the CFP designation 
Gordon, March 


HIAA Education: a well-traveled road 
Lynch, March 


Making the most of continuing education 
Parr, March 
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Continuing Education Rose, Keir, March 


Continuing Education: Is it worth it? 
Swiesz, March 


Continuing Education: a company view 
Twaiten, March 


Continuing insurance education areas 
Ware, March 


A plan for the times Smith, November 


2100 Corporations 


Use corporate property for estate planning life 
insurance Lichtig, May 


2150 Direct Mail 


Mastering Direct Response Lead Generation 
Kramer, February 


The dangerous world of envelopes 
Lovas, September 


2200 Due Diligence 


Sell Like a Scout: Be Prepared (for Court) 
Rose, February 


Be prepared (for court), conclusion 
Rose, March 


2400 Employee Benefits 
Premium Only Plans Shuchart, January 


Selling with Employee Benefit Communications 
Pease, February 


Today’s Wide Open Market: Small-Group 
Cafeteria Plans Robbins, February 


Integrity + Fun + Profitability = Success 


Johnson, April 
Payroll deduction plans Blount, May 


Making a multiple risk sale 
Houghton, July 


Nonqualified retirement plans for small 
corporations Damora, August 


Update: tax deductible life insurance 
Ware, August 


Working with 401(k) plans 
Rolph, September 


2410 Employee Stock Ownership Trust 


Use of ESOPS as a nontraditional form of buy- 
sell agreement Rolph, July 


2500 Estate Planning 
Financial Text Software Morrow, February 


Continuing insurance education areas 
Ware, March 


An exercise in financial planning 
Gaines, May 


Use corporate property for estate planning 
life insurance Lichtig, May 


Estate planning review for your clients 
Ware, July 


Succession Planning: Now what do you do? 
Brown, November 
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There are rumors that Congress will change 
the estate tax formula Ware, December 
2750 Financial Consulting 


Will the real financial planner please stand up? 
Coletti, January 


Full Services Financial Planning 
Zinkewicz, November 


3200 Government Benefits 


Supplementing Social Security 


Eusebio, June 


Medicare and Medicaid Ware, November 


3300 Group Insurance 


The Changing Group Market and How to 
Take Advantage of It Bardes, January 


Premium Only Plans Shuchart, January 


A benefit whose time has come: Group Dental 
Thomas, January 


Understanding Long-Term Care 
Hicks, February 


Today’s Wide Open Market: Small-Group 
Cafeteria Plans Robbins, February 


Painting pictures with words Hill, April 


Why are prepaid dental plans skyrocketing 
in popularity? Steelman, June 
Long-Term Care Insurance Tassey, June 


The advantages of voluntary life marketing 
Muse, July 


Stay Healthy: Pay less for health insurance 
Lynch, November 


Supreme Court decision ‘not to review’ opens 
a Pandora's box for insurers 
Zinkewicz, December 


3700 Internal Revenue 


Helping Your Clients Avoid Federal 
Income Taxes Ware, February 


3900 Interview Techniques 


Body language speaks louder than words 
Abrams, August 


4400 Life Insurance 


Gaines on Required Reading 
Gaines, January 
Policy provisions in plain English, part | 
Ballew, April 
Policy provisions in plain English, part 2 
Ballew, May 
Policy provisions in plain English, part 3 
Ballew, June 
Policy provisions in plain English, part 4 
Ballew, July 


The history of accelerated benefits, a new 
concept of needs selling Ballew, December 


Life ‘ 


Healt! 


4450 Life Insurance— 
Special Contracts 


The Ups and Downs of Single Premium 
Whole Life (Part 1) Ballew, January 


The Post-TAMRA88 Market for Single 
Premium Whole Life, part 3 Ballew, March 


Heir today, gone tomorrow: ‘‘Second-to- 
Die’’ policies Ashby, July 


Update on interest sensitive whole life 
Ballew, August 


Update on survivorship life 
Ballew, September 


4500 Mailing Pieces 


The dangerous world of envelopes 
Lovas, September 


Mastering Direct Response Lead Generation 
Kramer, February 


Selling With Employee Benefit 
Communications Pease, February 
5000 Motivation/Inspiration/ 

Power Phrases 
Your Success Ladder Oechsli, January 


Motivation: For those who need to jump-start 
their attitude Billue, March 


Can they get there if they are disabled? 


Eusebio, March 
Reaching for new heights Bening, April 


Service means many things to many people 


Elsass, April 
Service and dedication Gueldner, April 


*‘Basics’’ means touching all the bases 
Marten, April 


Selling in the small business market 


Schlindwein, April 
Sharing Schreiber, April 


How to reach the top and stay there 
Winter, April 


Turning clients into advocates 
Oechsli, September 


Focusing on your bottom line 
McConnell, August 
5200 Ownership of Policies 
Insurers examine benefits of Charitable 
Remainder Trusts 
Jacoby and Brown, November 
5400 Pensions 
Reduction-In-Force Pension Max 
Smith, September 
5550 Persistency 


Closing Your Performance Gap: Persistence 
Oechsli, June 
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5600 Personal and Office Efficiency 


Gaines on Carl Sewell Gaines, February 


You can improve your performance 
Beaulieu, March 
Listen to the people Gaines, March 
Turning licensing requirements into 
professional qualifications 
Rose, Keir, March 
Prospecting in the property/casualty market 
Dinsmore, April 
Clientele building the easy way 
Sofer, May 
Sales by association Teagno, May 


Take Control of Your Life Gaines, June 
Credibility: How to establish it; how to 
capitalize on it Lovas, June 


Closing your performance gap: Leverage 
Oechsli, July 


Body language speaks louder than words 
Abrams, August 

Focusing on your bottom line 

McConnell, August 
Closing your performance gap: Ethics 
Oechsli, August 
Ruben, August 
Develop good work habits—It’s profitable 
as well as rewarding Sigurdson, August 


Top ten sales mistakes 


Selling the plan, not the product 

Hamm, September 
Turning clients into advocates 

Oechsli, September 
People don’t buy Life Insurance—they buy 
what it does Yellen, September 


True Selling for Agents 
Oechsli, November 


5900 Profit Sharing 


Working with 401(k) plans 
Rolph, September 


6000 Prospecting 
Start in Your Own Back Yard 
Eusebio, January 
Prospecting With a Living Will Service 
Ware, January 


Closing Your Performance Gap 
Oechsli, February 
Closing your performance gap:Purpose 
Oechsli, March 
Six principles of successful marketing 
Boyer, April 
Prospecting in the property/casualty market 
Dinsmore, April 
Target marketing Marino, April 
Closing your performance gap: Empower 
Oechsli, April 
Prospecting is a contact sport 
Bishop, May 
Payroll deduction plans Blount, May 


Needed vehicles for the road to prospecting 
Maher, May 


Closing the performance gap: Observant 

Oechsli, May 
Clientele building the easy way 

Sofer, May 

Get acquainted with an old friend 

Stewart, May 
Sales by association Teagno, May 
New Sales Opportunities from the Recession 

Maher, June 


Using property/casualty to become a 
successful life agent Nottingham, August 


Closing your performance gap: Ethics 
Oechsli, August 
People don't buy Life Insurance—they buy 
what it does Yellen, September 
Oechsli, November 


Finding your next customer through lead 
generation Jackson, December 


True Selling for Agents 


The psychology of selling 
Oechsli, December 


6400 Retirement Planning 


Reduction-In-Force Pension Max 
Smith, September 


6800 Split Dollar 
Looking forward to change Alese, April 


Reverse split dollar Ware, September 


8000 Trusts 
Business trusts Ware, April 
Cancellable Irrevocable Life Insurance Trusts 
Ware, May 
Insurers examine benefits of Charitable 
Remainder Trusts 
Jacoby and Brown, November 


8500 Wills 


Prospecting With a Living Will Service 
Ware, January 








The Insurance Scene 
(Continued from page 38) 





Another good selling point for ac- 
celerated benefits is, if the insured 
never needs to use them, that insur- 
ance winds up being additional pro- 
tection for his/her family. 

(In addition to the people and 
sources named in this month’s col- 
umn, I would like to thank the follow- 
ing people for helping me with my re- 
search: Gail W. Buchholz, FLMI, di- 
rector, Library and Reference Serv- 
ices, LIMRA, and her associate, 
Adrienne Green; Richard Merrill, 
CLU, ChFC, vice president, Golden 
Rule Insurance Company; and James 
W. Klingman, CLU, vice president- 
marketing, Opti- 
mum Re.—JAB) 
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More Profits With Small 
Group Cafeteria Plans 


Expanding the successful marketing concept 

supported by easy-to-use software that has 

been designed for the agent who selis to the 
small group market 


Premium Reduction Option (PRO) P*.us 
Flexible Spending Account Management 
including claim processing, check writing, 
cash management, and individualized 
reporting for Dependent Care Assistance 
and Unreimbursed Medical Expenses is 
a Section 125 Software Solution complete 
with all the necessary steps, forms, and 
documents for the agent to easily propose, 
sell, administer and report Cafeteria Plans 


GE Open more doors. 
MEE Close more cases. 
ME Protect your business. 
GE Retain your business. 
ME Expand your services. 
GE One step at a time. 


ONE SYSTEM DOES ALL! 


GE Marketing Support 

ME Proposal System 

WE Non Discrimination Testing 
GE Administration System 
ME Ful! FSA Management 


Qualification Guidelines. Mailers. Brochures. Check Stuflers 
Enrollment Kits. Specimen Plan Documents. Employer 
Proposal. Employee Proposal. Salary Reduction Agreement 
Plan Adoption Agreement. Summary Plan Description 
Complete Audit Trail of Employee Elections, Tax Form 5500 
Report. Menu Driven with Pop-up help. No system limits for 
Employers. Employees and Benefits. Free Telephone Support 
for 90 days with Extended Support Option 
Ask about our Sample Reports 
and more information about your 


Small Group Cafeteria Plan Opportunities 
Call Toll Free 1-800-633-3841 


DAIAPAITA 


Employee Benefit Plans 
6803 Cantrell Road, 206 
Little Rock, AR 72207 


30 DAY MONEY BACK GUARANTEE. 








